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THE NEWSLETTER FOR THE AICPA PERSONAL FINANCIAL PLANNING DIVISION
Consent Order on Commissions
TENTATIVELY APPROVED
On March 22 the Federal Trade Commission
(FTC) gave preliminary approval to the proposed
order signed by the AICPA. If the proposed order
becomes final in its present form, the AICPA will
modify its rules of conduct to permit its members
to offer or render professional services for con
tingent fees or commissions under circumstances

that will be specified in the new rules.
The consent order was published in the
Federal Register on April 4, beginning a public com

ment period that ends on June 5. The FTC will
issue its final order sometime after the comment

period ends.
The AICPA’s rules of conduct concerning com
missions and contingent fees have not yet been
changed. CPAs are also reminded that most state
boards of accountancy do not allow CPAs to ac
cept commissions. CPAs are required to follow the
rules of the state board of accountancy in the
state in which they are licensed and practice.

Partnership Evaluation Services
A new service is available to practitioners who
review offerings of limited partnerships and
REITs. Standard and Poor’s recently introduced

its Real Estate and Partnership Analysis Service to
provide advisers with convenient, third-party anal
yses of new and existing limited partnerships.
For each partnership reviewed, the service
provides a narrative report that analyzes (1) the
safety of invested capital, (2) the return potential
and risk, and (3) the sponsor’s strength and track
record. To facilitate comparison, the service also

rates each partnership in those three key areas.

Current Offerings
Subscribers receive a one-page report on each
new offering within about a month of the offering’s
effective date. In addition to analyzing the three
key areas, these reports summarize the invest
ment plans and fee structure of the offering.
S&P’s expects to have reviewed all outstanding
offerings of all sponsors by year end.

Existing Partnerships
Subscribers are sent 6-to-10-page detailed re
ports on existing partnerships as they become
available. These reports analyze the sponsor’s
business strategy, management, financial
strength, and track record and the partnership’s
properties, property management, and fees. They
provide a sensitivity analysis of the partnerships’
return risk in three economic environments. Spon

sors request and pay for these reports.
Continued on following page
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The reports combine financial data and
qualitative descriptions. They do not include finan
cial projections or certain information included in

prospectuses, such as discussions of tax issues
and risks. The evaluations do, however, provide a
brief, convenient analysis that a CPA can use in
deciding whether the partnership merits additional
research.
A limitation of the service is the small number of
entities that it has reviewed. To date, reports are
available on only three sponsors and their fourteen
partnerships. S&P’s staff expects to review an ad
ditional three sponsors in 1989.

Stanger Partnership Rankings

includes a business summary, financial data, and
information on financing and capitalization.
An annual membership to The Stanger Regis
ter is $245. The monthly publication includes arti
cles about the mutual fund and partnership en
vironment, as well as investment strategies and
financial planning ideas.

Creative Marketing Strategies
Michele Bourgerie provides financial counsel
ing services to some of the biggest names in the
entertainment industry. The market is an out
growth of her firm’s audit and tax services for com

panies in that industry. Michele believes tapping

Robert A. Stanger & Co. also provides public
partnership rankings. They are published monthly
in The Stanger Register. Stanger assigns a relative
risk ranking — five grades from Highest to Lowest
— to each partnership, based on a qualitative and
quantitative analysis. It also ranks each part
nership’s offering terms from AAA+ to BBB. The

ranking is based on a quantitative analysis of the
partnership’s fee structure.
In addition to the two rankings, Stanger pro
vides summary statistics on the partnership’s in
vestment property, fee structure, and general
partner. It does not provide any qualitative nar
rative or financial projections.

such internal resources is key to profitable expan
sion of PFP services. She is the National Director

of Personal Financial Counseling for Arthur Young
and a member of the AICPA Personal Financial
Planning Executive Committee.

Niche Marketing
Identifying new financial counseling clients

may require effort and imagination. The primary
criterion is to attract clients with sufficient net

worth and income to benefit from financial coun
seling advice.

One way CPAs can obtain an edge in attracting

For a limited time, AICPA members can receive

clients is to focus on specialized industries or pro
fessions such as publishers or lawyers. Michele
found a client niche in the entertainment industry:
Its members had a need for her services and suffi
cient resources to benefit from them. She also had
access to members of the industry because they
were existing clients of the firm.

a free three-month subscription to S & P’s new
Partnership Analysis Service. Annual subscrip

Many communities have concentrations of par
ticular professions or industries. Michele recom

Unlike S&P’s new service, the listing of
Stanger partnership rankings includes virtually all
partnerships available to the public.

Subscriptions—S & P’s Is Free

tions are $150. To subscribe, call (212) 208-1514.
In addition to reports on current offerings and
existing partnerships, subscribers receive the
Handbook of Real Estate Securities and the Hand
book of Master Limited Partnerships. These
books provide a 2-page report on each entity that

mends learning about the unique needs of these
groups, developing an expertise in meeting those
needs, and beginning to provide services to them.
Your firm’s financial planning practice will grow as
the word spreads among those specialty groups.

Other niches you may want to explore include
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Reaching Prospective Clients
The hardest aspect of attracting new business

is convincing potential clients that they will benefit
from financial counseling services. Michele helps
them realize that financial counseling concerns ex

tend beyond investment advice. Clients need to
identify their financial concerns, establish goals,
and develop a plan for meeting them.

Arthur Young produces a monthly newsletter

for clients, prospective clients, and the media. It
presents personal finance concerns in straightfor
ward, nontechnical terms. Calls from clients about
Michele R. Bourgerie,
CPA, a member of the
PFP Executive Committee
and national director
of personal financial
counseling at
Arthur Young.

small business owners and executives of your
firm’s audit clients. It’s a way to expand beyond the

firm’s tax clients.

Cooperative Marketing
One of Arthur Young’s most successful mar
keting tools is the video that it cosponsored with

Changing Times magazine, entitled the ‘Arthur
Young Changing Times Guide to Personal Fi
nance”. Although most firms can’t sponsor a proj

material in the newsletter often generate addi
tional business.

Take Time to Market
CPAs can reap the benefits of their financial

counseling expertise and their carefully nurtured
client relationships by taking time to develop crea
tive marketing strategies.
• Structure newsletter articles to motivate clients
into taking action
• Identify niches and develop services to satisfy
the needs of members in a particular industry or
profession
• Become known to a broader public by cosponsor
ing events with organizations whose constitu
ents are potential financial counseling clients.

ect on the scale of that video, they can enjoy
similar benefits by jointly sponsoring a project with

a local newspaper, business journal, or university.
The video produced with Changing Times posi
tioned Arthur Young as an independent source for

Social Security Provides
Estimates of ClieNts' Benefits

financial counseling. By joining up with a respected

Social Security taxes were dramatically re

publication, the firm was able to provide valuable

vised in 1983 so that a financial reserve could be
gin to accumulate.
The revised tax rates mean that retirement
benefits will be available when clients retire, al
though they may be reduced from current levels.

information to the public together with a very soft
sell.

As a result of the video, Arthur Young has been
called by newspapers, as well as television and
radio stations, for interviews and to provide ex

perts as guests to discuss personal finance.
Banks have purchased the video to give to cus
tomers in special promotions. Arthur Young gains
name recognition for its financial counseling prac

tice every time a bank advertises the video.
The firm developed an hour and a half seminar

that uses language and graphics from the video. A
member of the firm gives the seminar to corporate
audiences. The corporations can then provide em
ployees with the video to take home to reinforce

the material or perhaps share with a spouse.

Social Security benefits currently replace about
26 percent of preretirement wages for workers
whose wages approximately equal the maximum
wages subject to FICA tax.
Workers will have to retire at a later age to col
lect full benefits. The normal retirement age for
those born after 1959 will be 67.
Beneficiaries may also pay more taxes on their
social security benefits. Congress has already
considered increasing the amount of social se
curity benefits subject to tax, and it could easily do
so in the future.
Continued on following page
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Social Security and Financial Planning
Social Security provides disability and sur
vivors benefits in addition to retirement benefits.
Information about those benefits can help in plan
ning clients’ life and disability insurance needs, as
well as retirement funding requirements. The June/
July 1988 issue of The Planner described how to
obtain software from the Social Security Adminis
tration to project estimated Social Security
benefits.

New Form Provides Estimated Benefits
The Social Security Administration introduced
a new form in 1988 that enables clients to obtain
detailed information about their Social Security
benefits.
Clients can use the new form to determine if
they have been credited with the correct amount
of earnings for prior years, as well as to learn the
amount of their estimated Social Security benefits
in today’s dollars.
Form SSA-7004-PC provides the following
information:
■ A summary of earnings from 1937 through 1950.
■ An annual breakout of the earnings from 1951 to the present.
■ The individual’s estimated retirement benefit at age 62, at
regular retirement age, and at age 70, expressed in today’s
dollars. The estimates use the worker’s anticipated future

earnings and recent unposted earnings, as well as projected
real wage growth.
■ Estimated monthly survivor’s benefits assuming the individ
ual died in the current year.
■ Estimated disability benefits if disabled in the current year.

Obtaining Clients’ Information
The Social Security Administration recom
mends that individuals request a statement of
their earnings every three years to check that their
earnings are correctly recorded. CPAs can assist
clients by keeping a supply of Form SSA-7004-PC
in their offices. The information received will be
useful in planning for the client.

Financial Security for Retirement:
Speech and Brochure Available
New AICPA products are available to help you
promote your financial planning services. A new
speech on retirement planning, “Achieving Finan
cial Security for Your Retirement Years”, is suitable
for a wide range of audiences—from civic groups

to employees at corporate seminars. The speech
includes statistics on the prevalence of inade
quate retirement planning and describes how to
begin planning. It explains how to estimate retire
ment expenses and the effect of inflation. It then
discusses the details of four sources of retirement
income: Social Security, employer-sponsored pen
sion plans, personal retirement plans, and
investments.
A brochure, Retirement Planning: Achieving Fi
nancial Security for Your Future, briefly covers the

same topics. It can be used as a handout after a
speech or seminar or as part of a mailing. Some
firms keep such brochures in their reception areas
to remind clients of their PFP services.
These products are available from the AICPA
order department. To order the speech, send
$3.00 to the AICPA Order Department, PC. Box
1036, New York, NY 10108-1036. Please specify
product number 890630. Brochures are $12 a

hundred. They can be ordered by calling (800)
334-6961. Specify product number 890803.

Changes in the Estate Freeze
Provision
Property that an individual gifted or otherwise
transferred to another person may have to be in
cluded in his gross estate at death because of
I.R.C. Section 2036(c). That provision applies to
the estates of individuals dying after 1987 if they
made certain transfers after December 17, 1987.
Transfers subject to the provision are defined so
broadly that they may include nonbusiness trans
fers as well as traditional business valuation
freezes.

The Technical and Miscellaneous Revenue Act
of 1988 (the Act) modifies Section 2036(c) by re
vising the definition of transfers subject to its
provisions, while also establishing some safe har
bors for avoiding it altogether. It also adds new gift
tax rules for subsequent transfers of property
subject to Section 2036(c). In spite of the revi
sions, many aspects of the provision remain un
clear. Consequently, it is advisable to consider the

applicability of Section 2036(c) to all transfers
made (1) by gift, (2) for less than fair value, or (3) to
family members.

Transfers Subject to Section 2036(c)
Property transfers subject to Section 2036(c)
have the following characteristics:

AICPA
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■ The transferor has a substantial interest in an enterprise.
■ A disproportionately large share of the potential appreciation
of the transferor’s interest is transferred.
■ The transferor retains an interest in the income or rights in the
enterprise.

Before enactment of the 1988 Act, the trans
feror had to retain a “disproportionately large”
share of the income or rights in an enterprise. Omit
ting that phrase in the revised language makes it
more obvious that, if the transferor will retain any
income or rights of the enterprise, he will need to
test if he may be transferring a disproportionately
large share of appreciation.

Testing for Section 2036(c) Applicability
The committee report provides a formula for
determining whether transferred property has
more appreciaton potential than the retained

interest. First, the following two fractions are
calculated:
(1) Potential appreciation of transferred property
Value of transferred property

(2) Potential appreciation of retained interest
Value of retained interest

If (1) is greater than (2), the transfer contains a
disproportionately large share of appreciation.

Trust Income Interest, Section 2036(c) would not
apply. However, the section may apply if an individ
ual gifts all her common stock in a corporation to
her child, while retaining a qualified trust income
interest in the corporate preferred stock. Because
she is deemed to hold the preferred stock, she
retains an interest in the income and rights in the
corporation. Further, the gift of the common stock
may have been a transfer of a disproportionately
large share of appreciation.
Qualified Debt. The receipt of qualified debt will
not be a retained income interest under Section
2036(c). Qualified debt is debt structured to in
clude such specified features as
■ The payment of a sum certain in money.
■ Fixed dates for payment of interest and principal.
■ Interest rates fixed or tied to a specified market rate.

■ A fixed maturity of 15 years or less (30 years if secured by real
estate).
■ No convertibility or granting of rights.
■ No voting rights unless the debt is in default.
Special rules apply to qualified startup debt.
Agreements Involving Goods and Services. Sales
and lease agreements for property used in an en
terprise and agreements to provide services are

Grantor Retained Interest Trusts. Property trans
ferred into a grantor retained interest trust (GRIT)

not considered retained income interests if certain
requirements are met. The agreements must be
made at arm’s-length for the fair market value of
the property or services. The amount cannot be
determined by reference to the enterprise’s gross
receipts, profits, or similar items.
The agreements cannot involve any change in
the interests in the enterprise. The Senate Com
mittee Report explains that a change in interest
occurs if the agreement provides that the trans
feror later receives preferred stock in the enter
prise. The receipt at a later time of cash or qualified

may be subject to Section 2036(c). A safe-harbor
exception is provided if the grantor retains only a
Qualified Trust Income Interest. The trust prop
erty will be deemed to be held by the transferor

debt would not cause a change in interest.
To meet the exception, agreements to provide
services cannot extend beyond three years after
the transfer, including any period that can be ex

during the period of the retained interest.

tended at the option of the service provider.
Sales to Family Members. Transfers to family

Safe-Harbor Exceptions
If specified requirements are met, certain re
tentions of income or rights will be disregarded in
determining if Section 2036(c) applies to a trans
fer. According to both the House and Senate Re
ports, however, failure to meet a safe harbor
exception does not necessarily mean Section
2036(c) applies to the transfer.

A retained interest is a Qualified Trust Income
Interest if (1) the retained income interest is for ten
years or less, (2) the transferor holds the income
interest, and (3) the transferor is not a trustee.
Additionally, the income interest must be deter
mined solely by reference to the income from the
property. Thus, a right to receive 50 percent of the

trust income qualifies, but a right to receive an
annuity does not.
If an individual transferred all her stock in a
corporation to a GRIT and retained only a Qualified

members may be subject to the inclusion rule of
Section 2036(c), even if the transfer is a bona fide
sale. However, if the consideration used in a bona
fide sale belongs to the transferee family member

and was not acquired from the transferor, a portion
of the transferred property will not be included in
the transferor’s gross estate. The excluded por
tion is the percentage of the property, including the
retained interest at the time of the transfer, repre
sented by the consideration.
Continued on following page
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Options. Section 2036(c) does not apply to an
option to buy or sell property if the option exercise
price is the fair market value of the property at the
time the option or the rights under the agreement
are exercised. If a parent gives a child an option to
purchase common stock at the parent’s death for
the stock’s fair market value on that date, the op
tion would not be includible in the parent’s estate
under Section 2036(c).

Deemed Gifts
Property that is subject to Section 2036(c)
may be subsequently transferred by the trans
feree to a person who is not a member of the origi
nal transferor’s family or the transferor may
transfer his retained interest. After such a second
transfer, the original transferor is deemed to have

made a gift to the original transferee. The value of
the gift is equal to the amount that would have
been included in the transferor’s gross estate if the
transferor died at the time of the second transfer,
adjusted for prior transfers and the right of recov

ery of the gift tax. This rule applies if the original
transfer occurred after June 20, 1988.

spouse hold no interest in the enterprise on Janu
ary 1, 1990, or the date of the transferor’s death,
if earlier.

Continuing Professional
Education Highlights
The AICPA and State CPA Societies are
organizing CPE courses and conferences in PFP
and related subjects. The 1989-1990 AICPA CPE
Seminar and Self-Study/Video Catalogs will be
mailed to AICPA members soon. See the catalogs
for course descriptions and locations of groupstudy seminars. For additional information about
AICPA conferences and courses, call 800-AICPANY[in New York, call (212)575-5696]. Call state
CPA societies directly for information about PFP
conferences.

The Certificate of Educational Achievement
PFP Program, an integrated series of seven PFP
courses leading to a certificate, is starting its third
year. Over 2,000 people have enrolled in the pro
gram. Thirty states offer the courses. Last year
150 graduates received their certificate of educa
tional achievement. About 700 enrollees are ex
pected to graduate this year.

Right of recovery
New Section 2207B gives a decedent’s estate
the right to recover a proportionate share of its
estate tax from the transferee of property in
cluded in the gross estate under Section 2036. A
similar provision applies to deemed gifts under
Section 2036(c). The right applies to inclusions in
the gross estate resulting from Section 2036(a)

and (b) if the transfers are made after November
10, 1988.
The decedent may override the right of recov
ery by a provision in the will specifically referring to
Section 2207B. However, a general direction “to
pay all taxes out of the residuary estate” will not
override the right of recovery in Section 2207B.

Effective Dates
Except as specifically indicated, the provisions

are applicable to transfers made after December
17, 1987, by individuals dying after 1987.
A respite from the provisions of Section
2036(c) is provided for transfers made after De
cember 17, 1987, and before 1990. Section
2036(c) will not apply if, before January 1, 1990,
corrective measures are taken to structure the
transaction so that the section does not apply, pro
vided that the original transferor and his or her

AICPA
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CPE Hours

AICPA Conferences
Tax Strategies for
the High Income
Individual

Chicago/May 11-12
Orlando/June 1-2

16
16

Divorce and Related
Planning

Las Vegas/June 1-2

16

Estate Planning
Conference

San Diego/July 26-28

24

PFP Division
National PFP
Conference

Palm Beach, Florida/
January 8-9, 1990

16

State Society
PFP Conferences
Missouri State Society
(314)997-7966

8
8

St. Louis/May 18
St. Louis/Nov. 1

New Jersey State Society
(201) 226-4494

West Orange/May 23

Ohio State Society
(614) 764-2727

Columbus/Oct. 2-3

16

Pennsylvania Institute of
CPAs (215) 735-2635

Philadelphia/May 22-23

16

8

Group-Study Courses
(offered by various state CPA societies)
Practical Tax Considerations for Physicians and Dentists

(Basic)
Tax Savings Through Fringe Benefits

8

(Intermediate)

8

Using Trusts in Income and Estate Tax Planning

(Advanced)

16
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Legislative Activity Affecting
Financial Planners
Eleven bills affecting financial planners have
been introduced into state legislatures since our
last report, bringing the total this year to twenty.
Nine of the new bills propose to broaden the defini
tion of investment adviser to include financial plan
ners and, in some cases, those who hold out as a
financial planner. The following is a state-by-state
summary.

Colorado—The Securities Commissioner’s ad
visory committee that is studying the need to regu
late investment advisers and financial planners will
draft an investment adviser bill based on the
NASAA Uniform Securities Act of 1956 and
NASAA’s 1987 amendments to that act. The
amendments define investment adviser to include
a financial planner who receives compensation for
investment advisory services or who holds out to
the public as providing investment advisory serv
ices for compensation.
Connecticut—A bill (SB-151) requiring the li
censing of financial planners by the Department of
Banking died in the legislature.

District of Columbia—The Securities Director
has formed an advisory committee composed of
attorneys and investment advisers to consider in
vestment adviser legislation. The law is expected
to be modeled after the NASAA Uniform Se
curities Act.
Hawaii—A public hearing on two bills requiring
the registration and licensing of financial planners
(SB 2144 and SB 2145) was held in February. The

legislative auditor recommended better enforce
ment of existing laws rather than the enactment of

additional legislation. Both bills were deferred for
one year to permit further study of the enforce

ment issues.
A bill (SB-412) establishing a state financial
planning advisory board was introduced in the
Senate and referred to the Committee on Con
sumer Protection. The board would advise the se
curities commissioner on matters pertaining to the
registration of financial planners. The board would
also make recommendations concerning statutes,
rules, and violations.
The bill defines a financial planner as a person
who (1) holds out as a financial planner; (2) receives
an economic benefit in the form of commissions,
an advisory fee or a fee relating to the total serv
ices rendered, or a combination of a fee and com

missions; and (3) provides comprehensive financial
planning services. Providing comprehensive finan
cial planning services is defined as following the
financial planning process, including assembling
and analyzing data, identifying goals, providing a
written report covering appropriate areas, imple
menting or coordinating the implementation of the
plan, and periodically reviewing and revising the

plan. The bill also describes the contents of the
financial planning engagement letter (contract) in
great detail. The bill was deferred a year to permit
further study of the matter.

Idaho—HB-276, effective July 1, 1989, ex
empts CPAs in public practice from additional li
censure or registration requirements imposed on
investment advisers by the state department of
finance.

Maryland—The Economic Matters Committee
is considering HB-712, which proposes to broaden
the definition of investment adviser to include fi
nancial planners (seethe February/March 1989 is
sue of The Planner). The bill has been amended to
exclude fee-based financial planners, such as
CPAs who do not accept commissions. The
amended bill was approved by the House and the
Senate and forwarded to the governor for
signature.

Massachusetts—In addition to SB-107 (see
the February/March 1989 issue of The Planner),
the Massachusetts legislature is considering a bill
(HB-3348) requiring the registration of investment
advisers including financial planners. The bill has
an exclusion for accountants who do not hold out
as financial planners. The bill would require regis
tered investment advisers and financial planners
to disclose their work history and their method of
compensation.

Missouri—A bill (HB-775) was introduced to
amend the securities law to broaden the definition
of investment adviser to include financial planners.
Also, a person holding out to the public as a finan
cial planner or using a similar term would be re

quired to register as an investment adviser. The bill
has been referred to the Judiciary Committee for
consideration. One hearing has been held.
New York—A bill (AB-3445) to license financial
planners was introduced in the Assembly in Febru
ary. Only individuals licensed as financial planners
would be permitted to hold out to the public as
financial planners or practice financial planning in
Continued on following page
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the state. CPAs would be exempted from the li
censing requirement if their financial planning serv
ices are incidental to their accounting services.
They would not, however, be authorized to prac
tice financial planning or use the title financial plan
ner. The practice of financial planning is broadly
defined to include providing advice to businesses
or individuals concerning (1) the purchase of in
vestments or life insurance, (2) estate planning, or
(3) tax minimization strategies. The definition could
cover tax planning and MAS services.

North Dakota—The Senate and House
passed a bill (SB-2246) amending the securities
law to expand the definition of investment adviser
to include financial planners and those who hold
out as financial planners. The definition is based on

the NASAA model amendments.
Ohio—Legislation (HB-226) was introduced to
amend the state’s securities law to expand the def
inition of investment adviser to include financial

planners and those who hold out as financial plan
ners. The bill was referred to the Committee on
Financial Institutions. One hearing was held.

Utah—A joint resolution (HJR-34) passed by

the House and the Senate in February directs the
Legislative Management Committee to appoint a
study committee to consider whether the current
laws governing the licensing and regulation of in

vestment advisors and financial planners are ade
quate. A report is expected in 1990.
Vermont—The Securities Division decided to
postpone introducing legislation regulating finan

cial planners for a year. The division expects to
establish another study group and introduce finan
cial planner legislation in 1990.

AICPA___________
American Institute of Certified Public Accountants
1211 Avenue of the Americas
New York, NY 10036-8775

Washington—Senate bill 5085 broadens the
definition of investment adviser to include financial
planners and those holding out to the public as
financial planners. The bill passed the House with
an amendment to broaden the exclusion from regi
stration available to CPAs. However, it is unclear

whether the exclusion
holding out provision.
was modified by the
turned to the Senate

is effective because of the
Because the Senate’s bill
House, it will either be re
for its approval or go to a

conference committee.

West Virginia—A bill (HB-2547) to regulate and
license financial planners was introduced into the
House. It contains a broad definition of a financial
planner. The definition includes anyone who is
compensated to (1) perform the steps in the per

sonal financial planning process, (2) provide com
prehensive financial planning that recommends
that investments or insurance products be bought
or sold; (3) evaluate financial instruments and insur
ance products; (4) provide information about the
characteristics of investments and insurance
services in a program of investment or risk man
agement; (5) coordinate the implementation of a
plan or program of investment or risk management
(6) provide advice about financial or insurance
products and the desirability of retaining or replac
ing them to implement a plan or program of invest
ment or risk management.
The definition of a financial planner also in
cludes anyone holding out to the public as a finan

cial planner, consultant, or adviser or using any
similar title. An exclusion from the definition of fi
nancial planner is provided for CPAs who, for no
additional compensation, offer financial services
to clients that are incidental to their routine profes

sional duties.
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